The aim of this study is to propose a methodology to define the positioning of airlines in terms of their online reputation measured with quantitative variables and applied in the airline industry. Reviews shared on the Internet give key information about service quality and value as perceived by customers. To carry out the empirical study, we obtained the information available on TripAdvisor about airlines in Europe, the USA, Canada, and other countries in America, differentiating also between airlines that follow a low-cost strategy and those that do not apply it. The results show that there is a significant difference in key service quality variables between airlines in the different geographical areas studied on the one hand, and the low-cost strategy applied on the other. The variables to be used to conduct the positioning analysis in the airlines are determined. They also show that the methodology has relevant practical implications and provides tools to further develop research related to the online reputation and strategic positioning of airlines.
Introduction
Customers' ratings of a product, service, or brand through different social media on the Internet constitute its online reputation [1] [2] [3] [4] . Currently, the image transmitted through the Internet is a key factor in the ability to compete. To some extent, it is beyond the control of companies because customers or users can freely share their opinions. Moreover, unreal or biased opinions aimed at conditioning the reputation of brands or companies may be expressed [5, 6] . All customer messages and evaluations over the Internet make up the current word-of-mouth or E-WOM communication [7] [8] [9] [10] [11] [12] . However, although some of this information is generated outside companies, they can develop strategies to make this feedback fit reality. In this context, the analysis of the credibility of sources of online reputation and E-WOM is essential to define the most reliable communication channels over the Internet [13, 14] . Likewise, companies can take advantage of the synergies produced by shared opinions, obtaining high visibility and impact in different social media [15, 16] . The online reputation gap analysis proposed by Rodriguez-Díaz et al. [17] suggests tools or methods designed to ensure that the online reputation coincides as closely as possible with the perceptions customers have when they receive a service or buy a product.
Kotler and Armstrong [18] consider that positioning is based on designing the company's marketing strategy in such a way that it holds a clear and valued place in the minds of consumers. Thus, the positioning of a brand, product, or service is the place it holds in the minds of consumers in relation to its competitors. Adequate positioning is essential for the company's brand image or goods and services, and it is a fundamental tool to differentiate it from competitors. From a practical perspective, positioning consists of an association or relationship between a brand or product and a for determining the airline image, whereas other attributes like schedules and fare offers have little influence on corporate image [78] . Airlines can use market brand positioning to identify major strengths and weaknesses within their services such as comfort of seats, cleanliness, check-in and boarding, airline image, and travel cost and time [79] . The study conducted by Lucini et al. [80] , based on content analysis of online opinions of airline customers, determines the dimensions of customer satisfaction, making a prediction of the possibility of recommending the airline or not. It is a very interesting study because it is based on the qualitative opinions that customers share on the Internet. However, the analysis of quantitative variables is also of great interest, insofar as it provides generalizable information that can be a powerful business management tool.
Kotler and Armstrong [18] state that positioning must be defined on the basis of customers' assessments of a brand or product in relation to its competitors. Implementing a positioning strategy requires taking into account that differentiation is a decisive factor in companies' competitiveness. Furthermore, the product must be difficult to imitate in the short term, it must bring benefits that the customer values, and it must be profitable for companies. Therefore, positioning is an essential tool in marketing in general and, nowadays, in digital marketing, because users increasingly become informed on the Internet before making their purchase decisions [81] . From this perspective, the competitiveness that companies obtain through adequate positioning is a means to achieve an economic result that is sustainable over time in an increasingly dynamic market [82] .
Positioning is a basic tool for defining a company's competitive strategy. Hooley et al. [26] consider that the position a company decides to occupy in the market is a combination of the target market it wants to reach and the differential advantage it wants to develop to guarantee that target market. This means that competitive positioning must be based on detecting the needs of consumers, in order to satisfy them under better conditions than competitors. Therefore, the market is what determines the positioning of companies, and the clients rate them according to a set of variables [27] . In relation to online reputation, it is evident that it provides key variables to measure the service quality and value perceived by customers. From this perspective, the online reputation gives market information, not only about a particular company, but also about its competitors [81] . This information facilitates the development of companies' competitive positioning in highly relevant service sectors, such as hotels or airlines.
Obviously, Internet positioning studies can be carried out by analyzing different types of variables from different viewpoints [81, 83, 84] , but in this case it is analyzed from the perspective of competitive marketing positioning. The online reputation produces information that is immediately transmitted to any potential client, communicating a mental image of a brand or product in relation to its competitors [19] . Ratings shared through social media influence customers' purchasing behavior and, therefore, their income and competitiveness [85, 86] .
This study carries out an analysis of the online reputation of airlines, based on the scale of quantitative variables used by TripAdvisor. This scale basically measures the perceived service quality with seven variables, using a question to measure the value perceived by customers [19, 25] . With these data, a study of competitive positioning is undertaken, where perceived value plays an essential role because it intrinsically incorporates the price of the goods in the rating [67, 81] .
Research Methodology
The methodology proposed to carry out a positioning analysis based on online reputation measured with quantitative variables is shown in Figure 1 . We propose eight stages that begin by determining the web or social media from which the information will be extracted to make the positioning analysis. From this perspective it can be seen that each website has a different scale of variables with different response alternatives [23] . The second step is to obtain information from a relevant number of companies competing in the same sector that will guarantee a representation of the market under study. It is essential to obtain a minimum amount of data that guarantees the reliability of the statistical analyses that are carried out. The sample must include data from the company or brand carrying out the study as well as from the most direct competitors. The next step is to identify the scale of variables that the web uses to measure online reputation. Each of the variables must be analyzed in order to determine if it really affects specific attributes that depend exclusively on the management of the companies. For example, Wi-Fi is an essential aspect for the competitiveness of hotels but, in many cases, having good connectivity also depends on external agents that provide the connections. In step four we proceed to analyze the content of the scale of variables in terms of the constructs being measured. A characteristic of scales to assess online reputation is that they have a very limited number of quantitative variables that normally measure perceived service quality, and sometimes only one variable is included to measure perceived value [45] .
determine the dimensions to be used in the positioning analysis. In this study the variables of perceived service quality and perceived value are used. Therefore, it must be shown that there is a significant relationship between both constructs, either at the level of service quality variables or as a joint factor.
Once the information has been tested to be reliable and valid and the key variables and factors to perform the positioning analysis have been identified, a new, more specific selection of more direct competitors can be made in step seven. In this study, the study was carried out both globally and by groups of companies. Given that each company must set the selection criteria for the sample in which it is most interested, in this study we have proceeded to apply the positioning methodology by categorizing the airlines according to two criteria. On the one hand, they have been classified according to the market in which they operate, differentiating between Europe, the USA, and Canada. and the rest of the countries in America. A second classification has been made according to if their strategy is low-cost or not. The purpose is to monitor more specifically those competitors that can have a greater influence on the market segments a company or brand is targeting. Finally, positioning analyses are carried out either at a global level or with more specific competitors depending on the variables and key factors identified. The fifth step focuses on analyzing the reliability and validity of the scale of quantitative variables. This is an essential aspect to demonstrate that the online reputation information collected on the web can be used to perform competitive positioning analysis. The sixth step identifies the variables and factors that are significant to use in positioning analysis. To do this, it is necessary to determine the dimensions to be used in the positioning analysis. In this study the variables of perceived service quality and perceived value are used. Therefore, it must be shown that there is a significant relationship between both constructs, either at the level of service quality variables or as a joint factor.
Once the information has been tested to be reliable and valid and the key variables and factors to perform the positioning analysis have been identified, a new, more specific selection of more direct competitors can be made in step seven. In this study, the study was carried out both globally and by groups of companies. Given that each company must set the selection criteria for the sample in which it is most interested, in this study we have proceeded to apply the positioning methodology by categorizing the airlines according to two criteria. On the one hand, they have been classified according to the market in which they operate, differentiating between Europe, the USA, and Canada. and the rest of the countries in America. A second classification has been made according to if their strategy is low-cost or not. The purpose is to monitor more specifically those competitors that can have a greater influence on the market segments a company or brand is targeting. Finally, positioning analyses are carried out either at a global level or with more specific competitors depending on the variables and key factors identified. The empirical study was carried out taking into account the TripAdvisor ratings of 134 airlines. The total number of comments used to obtain online reputation scores was 641,448. Fifty-one airlines are from Europe, 21 from the United States, 15 from Canada, and 47 from other American countries. The study can be carried out by grouping the airlines according to different rules. In this case, the geographical area where the companies are most active is the criterion used. The purpose is to detect whether there are significant differences between customers depending on where they reside. The aim of this study is to demonstrate that the methodology proposed to conduct competitive positioning based on online reputation is feasible and useful for airlines.
In order to apply the statistic methodology through the factor analyses, regressions, and positioning, groups of companies were formed according to two criteria: (1) the geographical area where they fly and (2) the low-cost or non-low-cost strategy followed by the airlines. In relation to the geographical areas, one cluster was formed with the European airlines (352,277 reviews); one cluster contained the rest of the American countries (87,268 reviews); and, finally, the airlines from the United States and Canada were combined in the same cluster containing a total of 36 companies and 202,405 customer online evaluations (see Table 1 ). The TripAdvisor scale has five alternatives for rating airlines, where 1 is "terrible", 2 "poor", 3 "average", 4 "good", and 5 "excellent". This scale of variables has been statistically validated in different studies, such as those conducted by Ye et al. [25] and Rodríguez-Díaz and Espino-Rodríguez [23] . With regard to the strategy implemented, in Table 1 the airlines that follow a low-cost strategy are marked with an asterisk. Table 2 displays the description of the eight variables on the scale to determine the online reputation of airlines in TripAdvisor. The variables used to measure the perceived service quality are: comfort of seats (Cs), check-in and boarding (Cb), food and drink (F), space for legs (Sl), service (Sv), cleanliness (CL), and entertainment (E). To establish the value perceived by customers, TripAdvisor uses the variable "value for money" (V). From these evaluations, TripAdvisor calculates the "airline's average score" (AAS), which is the mean obtained with this formula: 
Variables Description
Airline's average score (AAS) Reviewer's overall evaluation of the airplane and airline Ye et al. [25] differentiate between the variables to measure the perceived service quality and the variable used by TripAdvisor to determine the perceived value. Along the same lines, Rodríguez-Díaz et al. [19] establish the variable Q, calculated with the average of the service quality dimensions in the hotel reputation online scales. Adapting the variable Q to the airplane sector, its value is determined with the following formula:
The main differences between this research and that carried out by Rodríguez-Díaz et al. should be highlighted at this point [19] . Firstly, while the research cited focuses on the tourism sector, this one focuses on airlines. Secondly, the methodology followed for positioning based on online reputation with quantitative variables is not specified with the same precision and breadth as in the study by Rodríguez-Díaz et al. Thirdly, tourist accommodations are evaluated on the basis of information available in Booking, while this is done in TripAdvisor. Fourthly, the scale of variables used by Booking measures the perceived quality of service of hotels using the variables of location, staff, comfort, cleanliness, facilities and service, and Wi-Fi, while the scale of variables used by TripAdvisor to measure the quality of service of airlines is shown in Table 2 . Fifthly, among the possible future investigations raised in the above-mentioned research is that of carrying out positioning studies in other service sectors, in order to verify whether online reputation is valid for carrying out positioning studies. Finally, this research, due to its approach, the sector under study, the website used, the scale of variables used, and the methodology to be followed in depth, represents a novel and significant advance in this interesting line of research.
Analysis of Results
The analysis of the results consists of three parts. In the first, a factorial analysis is carried out to determine the dimensions of the scale of variables used by TripAdvisor to measure the online reputation of airlines. A reliability analysis is also performed using Cronbach's Alpha. In the second part, multiple regression analysis is conducted, where the variable to be explained is the perceived value and the independent variable is the perceived service quality scale. The aim is to determine which of the seven variables on the service quality scale is most related to the perceived value. This is a method for determining the predictive validity of the scale, given that perceived service quality and perceived value are interrelated constructs [23, 24] . Finally, the positioning analysis is undertaken, always using the perceived value as a reference variable because it includes the price paid by customers. Positioning analysis is carried out in two ways, by variable and by regression. The former is performed with the variables that are related to the perceived value, whereas the latter is carried out by means of a bivariate regression between the perceived value and the perceived service quality factor. All the statistical analyses were carried out for all the airlines together and for each of the groups individually.
Factor Analysis
In order to verify the one-dimensionality and reliability of the TripAdvisor service quality scale, Ye et al. [25] carried out a factorial analysis with the following equation:
The factorial analysis was carried out for all the airlines together and for each of the three defined airline groups (Europe, United States-Canada, and other countries in the Americas) (see Table 3 ). The Kaiser-Meyer-Olkin (KMO) test yielded results above 0.8, and all Bartlett's tests were significant, whereas the variance explained in all the analyses exceeded 70%. The variance explained for the other countries in America was 76.53%, whereas all the companies as a whole reached 73.31%. Moreover, Cronbach's alpha scores were above 0.9 in all the analyses, confirming the reliability of TripAdvisor's perceived service quality scale. Table 3 also shows the results of the factor analysis where the airlines are differentiated according to their strategy. It can be seen that the low-cost airlines only identify one factor, which explains 79.21% of the variance with a Cronbach's Alpha of 0.786. On the contrary, in the rest of the airlines, two factors are obtained that explain 78.14% of the total variance. In the first one, the variables of comfort of seats, food and drink, space for legs, and entertainment are assigned, obtaining a 0.786 of reliability. For its part, the second factor integrates the key variables of check-in and boarding, service, and cleanliness obtaining a Cronbach Alpha of 0.933.
The results show that the scale of variables used by TripAdvisor to measure the online reputation of airlines is one-dimensional and reliable in the geographical area classification and in the low-cost strategy. By contrast, airlines that do not follow a low-cost strategy obtain two factors whose variables reach a high reliability indicator. This is an analysis that has to be carried out before the positioning definition, in order to demonstrate that the data and variables to be used are reliable as well as to determine the factorial structure of the scale of variables. Sig. 0.000 0.000 0.000 0.000 Sig. 0.000 0.000
Multiple Regression Analysis
The results of the multiple regression analyses can be found in Table 4 . The table shows that the six regressions obtained very satisfactory results from a social science perspective because all the adjusted R squares are above 0.60. This shows that there is a close relationship between the perceived service quality and perceived value constructs. These results also confirm the predictive validity of the quality of service scale used by TripAdvisor. However, the results show that a small number of variables are significantly related to value. Therefore, there is a close relationship between the perceived service quality and the perceived value, due to obtaining high adjusted R squares, with the limitation that only a few variables (service, cleaning and check-in, and boarding) have a positive and significant relationship. With regard to the regression carried out with all the airlines together, the adjusted R square was 0.761. The variables that have a significant (p < 0.05) and positive relationship with the perceived value are "service", "cleanliness", and "check-in and boarding". The rest of the variables on the service quality scale are not related to the perceived value. This shows that the measurement of value by customers can be determined from the assessments made of the service received, the cleaning of the aircraft, and the passenger check-in and boarding processes. Therefore, these three attributes are critical for customers and have a relevant impact on the online reputation.
The group of European airlines achieved the lowest adjusted R square, with a value of 0.622. Despite being the lowest result of all the regressions conducted, the value obtained is quite relevant in social sciences. Therefore, it can be stated that the model explains the relationship between the perceived service quality and the perceived value. Analyzing the level of significance of each variable on the service quality scale in greater detail, Table 4 shows that "service" is the only significant variable (p < 0.05). This result assumes that the value perceived by customers of European airlines is basically related to the service received, whereas the other variables are not significantly related.
For USA and Canadian airlines, the adjusted R square is very high at 0.788. In this case, there is also only one variable from the quality of service scale that has a significant and direct relationship with the perceived value. This variable is cleanliness, which, with a level of significance of 0.03 and a coefficient of 0.78, stands out as the main attribute that customers assess in perceived value.
Airlines from other American countries obtained the highest adjusted R square, with a value of 0.80. In this case, again, only one variable on the quality of service scale obtained a significant result. Unlike the other two groups analyzed, it was "check-in and boarding", which obtained a value of 0.637 with a significance level of 0.001. The results obtained in the multiple regressions carried out show significant differences in the perceptions of airline users depending on the geographical areas in which they operate. Whereas customers in Europe mainly value the service provided by the airlines, users in the United States and Canada mainly consider the cleanliness of the aircraft, and customers in other American countries evaluate the check-in and boarding processes to a greater extent.
On the other hand, the regression conducted for airlines with a low-cost strategy obtained an adjusted R square of 0.832, being directly and positively related to the perceived value the service (p < 0.01) and check-in and boarding (p < 0.05) variables. The rest of the airlines have obtained an adjusted R square of 0.662, with check-in (p < 0.01) and boarding being the only variable that is directly and significantly related to the perceived value. In this case, the predictive validity of the TripAdvisor scale is also verified with the same limitation of the small number of significant variables. However, these variables are validated to perform the positioning analysis.
Positioning Analysis by Variables
The positioning analysis carried out in this study is based on the elaboration of plots, where the airlines are fixed according to the scores obtained by pairs of variables [19] . The variable that is repeated in all the analyses is the perceived value, and so it is a key variable where service quality and price are related [57, [87] [88] [89] . There are four other variables used in positioning. The first is the average quality of service (Q), which, as previously specified in the methodology section, is obtained by calculating the average of the seven variables used to measure the perceived service quality on TripAdvisor. The other three variables were selected from the multiple regression analysis, where the variables that had a significant relationship with the perceived quality of service were identified: "service", "cleanliness", and "check-in and boarding". Figure 2 depicts the four analyses conducted with regard to the average quality of service (Q) and the perceived value. The first includes all airlines. In the remaining three, each of the three groups of airlines is analyzed individually. The first graph shows that there is a high concentration of customer ratings with respect to value. Thus, the minimum rating is 3, whereas the maximum value given by customers is 4.5. On the other hand, the online reputation of the average quality of service (Q) shows significant differences because some companies obtain a rating of less than 2, whereas some almost reach the maximum value of 5.
adjusted R square of 0.832, being directly and positively related to the perceived value the service (p < 0.01) and check-in and boarding (p < 0.05) variables. The rest of the airlines have obtained an adjusted R square of 0.662, with check-in (p < 0.01) and boarding being the only variable that is directly and significantly related to the perceived value. In this case, the predictive validity of the TripAdvisor scale is also verified with the same limitation of the small number of significant variables. However, these variables are validated to perform the positioning analysis.
The positioning analysis carried out in this study is based on the elaboration of plots, where the airlines are fixed according to the scores obtained by pairs of variables [19] . The variable that is repeated in all the analyses is the perceived value, and so it is a key variable where service quality and price are related [57, [87] [88] [89] . There are four other variables used in positioning. The first is the average quality of service (Q), which, as previously specified in the methodology section, is obtained by calculating the average of the seven variables used to measure the perceived service quality on TripAdvisor. The other three variables were selected from the multiple regression analysis, where the variables that had a significant relationship with the perceived quality of service were identified: "service", "cleanliness", and "check-in and boarding". Figure 2 depicts the four analyses conducted with regard to the average quality of service (Q) and the perceived value. The first includes all airlines. In the remaining three, each of the three groups of airlines is analyzed individually. The first graph shows that there is a high concentration of customer ratings with respect to value. Thus, the minimum rating is 3, whereas the maximum value given by customers is 4.5. On the other hand, the online reputation of the average quality of service (Q) shows significant differences because some companies obtain a rating of less than 2, whereas some almost reach the maximum value of 5. An analysis of the positioning by group of airlines by geographical areas shows that European airlines show less dispersion in the average quality of service (Q). The minimum value is around 3, whereas the highest value is 4.5. An increasing function is also observed; that is, the higher the perceived quality of service, the higher the value perceived by the customer. These data are of great interest because the perceived value tends to decrease as quality is offered [19] .
In many cases, when companies increase their quality of service, they tend to increase the price. With this strategy, customers can decrease their perceived value because they can consider that the price increase is higher than the increase in the quality of the service offered [35, 90] . In this case, the clients positively evaluate the increase in the quality of service in relation to what it costs them. This result demonstrates a high competitive capacity of European airlines, insofar as they transmit to their customers the benefits they receive for a reasonable price.
In the USA and Canada group, the results are more disperse because some airlines have an online reputation of 2.5, compared to others that almost reach the maximum score of 5. This is a typical strategy of low-cost airlines, which significantly lower the price by reducing services. As Figure 2 shows, there are many customers in these areas who value this low-price strategy positively.
A similar situation is seen in airlines from other American countries, although the dispersion in the average quality of service (Q) is somewhat greater. There is also evidence of customer recognition for lowering prices by reducing the quality of service offered. This strategy leads customers to give a higher score to the perceived value than to the average perceived quality of service (Q). According to Rodríguez-Díaz et al. [19] , this type of strategy normally obtains a positive added value.
The other three variables included in the positioning analysis showed a significant relationship with the perceived value. Figure 3 depicts the results of the "service" variable, which were significant for European airlines. These results confirm that European customers value the quality of the service offered positively, insofar as the function that explains the relationship between this variable and the perceived value is growing. This is not the case in the other two groups. In the USA and Canada markets, "cleanliness" is a differentiating element that shows a moderately decreasing function. Figure 4 shows that the function begins at a value close to 4.5 and ends at a value close to 3.5, whereas in the group of other American countries, it begins at 4 and ends at 3.5. With regard to "check-in and boarding", Figure 5 shows that in Europe the trend continues to increase, whereas in the other two groups it is decreasing. Even though the slopes of the airlines from the USA and Canada and the other countries in America are similar, there is greater dispersion in the average in the latter group. This shows that a significant number of airlines have serious problems with this strategic aspect of service quality, obtaining a share of airline values equal to or less than 3. Figure 6 shows the positioning analysis according to the airlines' strategy. With respect to the check-in and boarding variables, it can be seen that there are no significant differences between the low-cost airlines and the rest. Moreover, both groups follow an increasing function, whereas the lowcost airlines obtain the lowest values to a greater extent. Regarding service, this has only been performed for low-cost airlines because this variable is significant only in this group. Figure 6 shows that the function obtained is increasing. It starts with airlines that do not reach a score of 2 either in service or in perceived value, and reaches its maximum values with airlines that obtain scores up to Figure 6 shows the positioning analysis according to the airlines' strategy. With respect to the check-in and boarding variables, it can be seen that there are no significant differences between the low-cost airlines and the rest. Moreover, both groups follow an increasing function, whereas the low-cost airlines obtain the lowest values to a greater extent. Regarding service, this has only been performed for low-cost airlines because this variable is significant only in this group. Figure 6 shows that the function obtained is increasing. It starts with airlines that do not reach a score of 2 either in service or in perceived value, and reaches its maximum values with airlines that obtain scores up to 4.5 in service and value. 
Positioning by Regression Analysis
The positioning analysis is obtained through a bivariate regression between the perceived value and the perceived service quality factor. This method has the advantage that it is possible to determine the type of function that best defines the relationship between the dimensions analyzed. This has strong practical implications because each company can determine its competitive positioning from its own evaluations of its online reputation as well as that of its competitors. However, there has to be a significant relationship between the dimensions analyzed in order for the results to be reliable.
Therefore, bivariate regressions were carried out in order to analyze the type of function that best matches the relationship between perceived service quality and perceived value. In order to perform this statistical analysis, the perceived value was used as the variable to be explained, whereas the dependent variable was the factorial load saved in the factorial analysis. Table 5 presents the results obtained for airlines grouped by geographical areas, highlighting the adjusted R square of 0.700 for linear, quadratic, and cubic regressions, whereas the inverse function, with an adjusted R square of 0.002, does not explain the relationship between the dimensions studied.
Analyzing the results according to the groups of airlines, it can be seen that European airlines obtain the lowest adjusted R square, 0.578 for the linear, quadratic, and cubic functions, whereas the inverse is not a model that can be applied. The airlines from the USA and Canada increase their adjusted R square to 0.754 in the linear function, 0.761 in the quadratic function, and 0.762 in the cubic function. The result for the inverse function was 0.000; that is, it is not a useful model for determining the relationship between the variables studied. 
Therefore, bivariate regressions were carried out in order to analyze the type of function that best matches the relationship between perceived service quality and perceived value. In order to perform this statistical analysis, the perceived value was used as the variable to be explained, whereas the dependent variable was the factorial load saved in the factorial analysis. Table 5 presents the results obtained for airlines grouped by geographical areas, highlighting the adjusted R square of 0.700 for linear, quadratic, and cubic regressions, whereas the inverse function, with an adjusted R square of 0.002, does not explain the relationship between the dimensions studied. Analyzing the results according to the groups of airlines, it can be seen that European airlines obtain the lowest adjusted R square, 0.578 for the linear, quadratic, and cubic functions, whereas the inverse is not a model that can be applied. The airlines from the USA and Canada increase their adjusted R square to 0.754 in the linear function, 0.761 in the quadratic function, and 0.762 in the cubic function. The result for the inverse function was 0.000; that is, it is not a useful model for determining the relationship between the variables studied.
Finally, the airlines from the rest of the American countries also achieve very high results. The adjusted R square for the linear function was 0.728, 0.737 for the quadratic function, and 0.741 for the cubic function. The inverse function again shows no significant relationships between the variables. As can be observed in the previous regressions, any of the three functions can be used to determine the relationship between the perceived quality of the service and the perceived value because they all have similar results. This can be verified in Figure 7 , where the analyzed functions are graphically displayed, verifying that they practically form a straight line. increasing for airlines grouped by geographical areas; that is, while the quality of the service perceived by the client increases, the perceived value also increases, practically in the same proportion. The statistical analyses carried out verify the relationship between the two constructs studied and predicted in the literature review [52, 63, 64, 67] . At the same time, the validity of predicting the value perceived by customers based on their ratings on the scale of perceived service quality is confirmed [19, 20] . Table 6 shows the results obtained in positioning by regression according to the strategy of the airlines. It can be seen that low-cost companies obtain very high adjusted R-squares in the linear (0.782), quadratic (0.797), and cubic (0.799) functions. On the other hand, the analysis of the companies that do not follow this strategy has been carried out separately for each of the two factors. With regard to factor 1, it was verified that it is not related to the perceived value, since adjusted Rsquares are very low, less than 0.20. On the contrary, in the second factor, which integrates the checkin and boarding, service and cleanliness variables, the adjusted R-squares reach the value of 0.564 in the linear function, 0.570 in the quadratic, and 0.572 in the cubic.
Analyzing Figure 8 , it can be seen that low-cost airlines have a positioning that follows an increasing linear function, due to the fact that quadratic and cubic functions are overlapping the linear one. On the other hand, the factor 1 of the quality of the service of the airlines that are not low- These results demonstrate that the relationship between the variables studied is linear and increasing for airlines grouped by geographical areas; that is, while the quality of the service perceived by the client increases, the perceived value also increases, practically in the same proportion. The statistical analyses carried out verify the relationship between the two constructs studied and predicted in the literature review [52, 63, 64, 67] . At the same time, the validity of predicting the value perceived by customers based on their ratings on the scale of perceived service quality is confirmed [19, 20] . Table 6 shows the results obtained in positioning by regression according to the strategy of the airlines. It can be seen that low-cost companies obtain very high adjusted R-squares in the linear (0.782), quadratic (0.797), and cubic (0.799) functions. On the other hand, the analysis of the companies that do not follow this strategy has been carried out separately for each of the two factors. With regard to factor 1, it was verified that it is not related to the perceived value, since adjusted R-squares are very low, less than 0.20. On the contrary, in the second factor, which integrates the check-in and boarding, service and cleanliness variables, the adjusted R-squares reach the value of 0.564 in the linear function, 0.570 in the quadratic, and 0.572 in the cubic.
Analyzing Figure 8 , it can be seen that low-cost airlines have a positioning that follows an increasing linear function, due to the fact that quadratic and cubic functions are overlapping the linear one. On the other hand, the factor 1 of the quality of the service of the airlines that are not low-cost obtains functions that hardly differentiate the positioning of the companies. The contrary situation is obtained in factor 2 of the perceived service quality, where the functions practically coincide again with the increasing linear function. cost obtains functions that hardly differentiate the positioning of the companies. The contrary situation is obtained in factor 2 of the perceived service quality, where the functions practically coincide again with the increasing linear function. 
Discussion
The study carried out demonstrates the suitability of the proposed methodology for analyzing the online reputation and positioning of airlines. Likewise, it proves to be useful for both airline managers and research on online customer ratings. Regarding the online reputation defined from the scale of variables used by TripAdvisor, the results verify that it obtains information on two constructs: the perceived quality of the service and the perceived value. These results are similar to those obtained in other studies on hotels' online reputation that demonstrated differences between these two constructs [19, [23] [24] [25] . It is important to determine that TripAdvisor's scale of variables measures 
The study carried out demonstrates the suitability of the proposed methodology for analyzing the online reputation and positioning of airlines. Likewise, it proves to be useful for both airline managers and research on online customer ratings. Regarding the online reputation defined from the scale of variables used by TripAdvisor, the results verify that it obtains information on two constructs: the perceived quality of the service and the perceived value. These results are similar to those obtained in other studies on hotels' online reputation that demonstrated differences between these two constructs [19, [23] [24] [25] . It is important to determine that TripAdvisor's scale of variables measures these two constructs, in order for companies to be assured that the competitive and positioning studies conducted are supported by a solid theoretical framework.
Factorial analysis has verified the one-dimensional nature of the scale for measuring perceived service quality, which consists of seven variables, in airlines grouped by geographical areas and those that follow a low-cost strategy. These results were contrasted for all the airlines as a whole and for the three groups formed according to geographical location, on the one hand, and grouped by the low-cost or non-low-cost strategy, on the other. The reliability of this scale was also verified by obtaining high Cronbach's alphas. These results demonstrate that the online opinions expressed by customers were collected with a reliable statistical procedure and in accordance with the theoretical framework. In this context, other studies conducted in the hotel industry also confirmed that the perceived quality of service is usually measured on specialized websites such as TripAdvisor using scales of variables that make up a single factor [19, 23, 25] .
In relation to the perceived value, the results confirmed that, although it is measured with only one variable [45] , it is quite useful in carrying out relevant statistical analyses to validate the scale used by TripAdvisor. Along these lines, multiple regression analyses demonstrated the close relationship between the perceived service quality and perceived value constructs [55, 67] . To the extent that the variable to be explained was the perceived value, it can be concluded that perceived value can be predicted based on clients' assessments of the service quality variables.
When analyzing service quality variables that are significantly related to perceived value, different results are obtained in the regressions. When all the airlines in the sample are included, three significant variables are obtained: "service", "cleanliness", and "check-in and boarding". However, when the regression is carried out individually for each of the zones, it is possible to verify that for the European clients the only variable related to the perceived value is the service received. Customers in the USA and Canada value cleanliness as the main dimension linked to perceived value, whereas for users in the other countries in America, the procedures followed by airlines to check in and board aircraft are most related to the value they perceive. With regard to the strategy followed by the airlines, it was found that low-cost airlines obtain significant relationships in the service and check-in and boarding variables, while non-low-cost airlines only have check-in and boarding as the only variable significantly related to the perceived value of the customers.
This result is highly significant for analyzing the strategy and competitive positioning that airlines must apply depending on the market they select. It shows that customers have different perceptions in each market and, more importantly, that only some key aspects of service quality influence the perceived value. For example, the leg room between seats, the comfort of the seats, entertainment on the plane, or food and drink are not aspects that customers differentiate in the perceived value of airlines. This may be because many companies do not discriminate in these aspects. By contrast, service in a generic sense, cleanliness, and the time needed for check-in and boarding, as well as possible flight delays, determine customers' ratings of perceived value to a greater extent.
The positioning analysis was also successful from the perspective of practitioners and research. The first aspect that stands out from the graphs drawn up is that trends by geographical groups are different when service quality is analyzed in relation to value. Whereas in European airlines the trend is increasing, i.e., the higher the quality of service perceived by the customer, the greater the value perceived in the airline, in the other two groups the opposite trend is taking place.
The positioning by regressions revealed that the relationship between the perceived value and the perceived service quality factor is increasing almost linearly in any of the functions analyzed. The linear, quadratic, and cubic functions obtained adjusted R squares above 0.6, demonstrating very robust models. These results were achieved in the joint regression analysis of all the airlines and in the analyses performed individually for each group of companies. The graphical representation of the functions makes it possible to visually check how the lines of the three functions are practically confused with the linear function. Therefore, the airlines' clients increase their ratings of the perceived value as they increase their ratings of the perceived quality of the service. The only exception is the one obtained by factor 1 of the quality of service perceived by the airlines that do not follow a low-cost strategy, which did not discriminate between the variables assigned and the value perceived. Therefore, it cannot be used to analyze the competitive positioning of the airlines. This is not the case with factor 2 of the quality of service, which fits an increasing linear function.
These results may contradict those obtained in online reputation research in the hotel sector, to the extent that when the quality of a hotel's service increases, the customer may perceive that the price increase is greater than the improvement in quality. This often leads customers to score the value below the quality of service perceived [19, 35, 90] . The results obtained have great practical implications, because by demonstrating that there is a linear relationship between the perceived value and the perceived service quality factor, companies will be able to easily determine their positioning if they know their online reputation. They will also be able to easily establish time positioning objectives or repositioning strategies.
Another aspect to highlight is that the analyses carried out show that including the value construct in the measurement scales of online reputation is quite useful in the study of positioning. From this perspective, it can be said that online reputation scales should take this circumstance into account, as Rodríguez-Díaz and Espino-Rodríguez [23] pointed out in the hotel sector. It is important to keep in mind that the number of variables that users are willing to rate on specialized websites is limited. Therefore, it is essential for the scales to incorporate key variables to conduct statistical and strategic studies.
This study shows that both objectives have been achieved. On the one hand, a methodology for the competitive positioning of companies and brands based on their online reputation has been proposed and validated. On the other hand, this methodology has been applied to the airline sector, obtaining the variables to be used to perform the positioning analysis (service, cleaning and check-in, and boarding). It is also shown that the quality factors obtained, although not all the variables are significant individually, also serve to position the airlines, except for factor 2 of the service quality of the non-low-cost airlines, since they obtain high adjusted R squares. This study represents a progress in this line of research because the steps to be followed are detailed in a specific methodology and, on the other hand, because it is applied to a sector different from the hotel sector with a scale to measure the quality of service with variables that are totally different from those used in tourist accommodation.
Conclusions
Marketing positioning is an essential aspect in defining an airline's strategy. Positioning studies have traditionally been carried out through complex empirical work, based on the assessments of potential customers. However, currently, the information available on the Internet facilitates the development of competitive positioning in a dynamic way. Customers often share their experiences and assessments of airlines, which generates an updated database of what users think, not only about a particular airline, but also about its competitors. This study proposes a methodology for positioning analysis based on online reputation with quantitative variables that consists of eight steps, which is validated with the empirical study.
With the information available on the Internet about the online reputation of airlines, as in the case of TripAdvisor, the problem lies in determining whether this information is reliable and valid for competitive analysis, such as positioning. First, whether or not the reliability and validity of the information is proven, it is a fact that users currently become informed through the Internet before acquiring goods or services, such as those related to tourism. Therefore, the information available on the Internet must be considered fundamental in defining the communication strategy of the airlines. Second, it is necessary to contrast the reliability and validity of the information, both for the airlines and for the users themselves. There must be some guarantee that the information available is truthful and useful for making individual or business decisions, which is the perspective of this study. Finally, it is necessary to determine the variables that are most suitable for carrying out the positioning analysis. In this context, the study identified the key variables to define the competitive strategies of airlines. It also shows that variables that are not significantly related to the value perceived by customers are not being decisive in the creation of the airlines' value offer.
Marketing positioning facilitates companies' differentiation in the market, and it is the mechanism for obtaining competitive advantages over time. Thus, differentiation from competitors must be based on aspects or attributes that are valuable to users, and, at the same time, these aspects should be difficult to imitate, at least in the short term. To the extent that competitive positioning is formulated from the position of a particular brand or product in the minds of its users with respect to its competitors, online reputation is a new way to obtain updated information about customer ratings. Therefore, a positioning analysis based on online reputation has a triple advantage. On the one hand, the large amount of information shared by customers through social media is important for the communication strategy and definition of the competitive positioning of airlines. Moreover, this information is constantly being updated, which allows longitudinal studies to be carried out on customer ratings in relation to competitors. Finally, positioning studies that use this methodology are methodologically much simpler and easier to carry out, with the possibility of updating them whenever needed.
This information was tested in order to establish whether it is reliable and valid for conducting studies on competitive positioning. In this context, the results obtained confirm that the scale of variables of perceived quality of service used by TripAdvisor to measure the online reputation of airlines is one-dimensional in all factor analyses except for the airlines that do not follow the low-cost strategy, where two factors of perceived service quality were obtained. All the factors identified obtained a high Cronbach's Alpha. This means that all the variables on the scale are intimately related to each other, measuring a single construct. In the same way, the study verifies that the scale is reliable, that is, that the variables on the scale of perceived quality of service are related to each other. Another important aspect demonstrated in the study is that predictive validity is also tested, which provides scientific support for the use of the data for different studies such as competitive positioning.
The practical implications of the aspects demonstrated in the study are of great strategic importance for airlines. The positioning analysis was conducted based on a classification of airlines by geographical areas and by low-cost or non-low-cost strategies. It was shown that significant differences exist between key variables of the perceived service quality when they are related to the value perceived by customers, such as service, cleaning, and check-in and boarding. This means that positioning analysis based on the online reputation of airlines should be based on these quantitative variables, as they are the only ones directly related to the quality of service perceived by customers. Another aspect demonstrated in this study is that service quality factors can be used in regression positioning to carry out this type of strategic analysis, because, except for the factor 1 of non-low-cost airlines, they obtain a high adjusted R square. It should be pointed out that, despite the fact that only a few variables in the scale have a significant relationship with the perceived value, given that the regression models are so robustly adjusted, it can be said that they can also be used to conduct positioning analyses on airlines.
Another implication of this study is that online reputation offers a way to establish the degree of differentiation of marketing strategies from the perspective of customers. In addition, it can assess whether the airline differentiation strategy is maintained over time through longitudinal studies. By relating the variables on the scale of perceived service quality to the value perceived by customers, it is possible to establish which attributes are the most valuable for customers. This makes it possible to detect key variables to consolidate or reposition the competitive strategy of the airlines.
This study achieves progress in this line of research with regard to the two objectives set. On the one hand, it has specified and defined the steps to be followed in the methodology to carry out the positioning analysis of airlines according to their online reputation. This means theoretically and practically reinforcing this type of strategic study in relation to previous research undertaken in this same line. On the other hand, it has been applied to the airline sector, where the scales of quantitative measurement are different from those of tourist accommodation. Much more, the line of research is also extended by confirming the usefulness of quantitative variables of online reputation for conducting competitive positioning analyses in a sector that has not been studied from this specific perspective until now, such as airlines. Despite the fact that this study is carried out with quantitative variables, there is the possibility of carrying out comparative studies between airlines according to the satisfaction extracted in the qualitative comments of the clients online. However, a positioning analysis on this type of variables would require the development of new methodologies in order to specify as accurately as possible the differences or similarities between the airlines according to each of the dimensions identified. One aspect to specify would be the method to be used to test when there is a significant difference between airlines with respect to a specific dimension of satisfaction.
Finally, it is important to emphasize the main limitations of this study. On the one hand, due to the scarce number of variables, statistical analyses are limited. In the airline sector, it is much more difficult to obtain additional information on the price or category of airlines than in the hotel sector. The availability of such variables could lead to partial least squares (PLS) analyses that would help to increase the study of the validity of the TripAdvisor online reputation scale. Another aspect to consider is that the study has focused on a sample of airlines and can be carried out in other geographical areas, segments or strategies. A further limitation is that websites specialized in assessing airline services are more limited than in other sectors such as hotels. For example, Booking and HolidayCheck do not offer ways for the user to rate airlines. This also limits comparative analyses to assess the validity of the scales. However, the positioning studies that airlines normally need usually focus on the most important and direct competitors, in order to constantly assess the evolution of the online reputation. From this perspective, more specific studies should be carried out where airlines establish their main competitors, in order to develop more precise and in-depth studies.
Another limitation is found in the positioning regression analysis, where the perceived service quality factor is used. Although a high adjusted square R is obtained, not all the variables on the perceived service quality scale have a significant relationship with perceived value. It is possible that by analyzing groups of more specific airlines, selected with criteria that better define the main competitors, other significant variables may be obtained. However, the most important thing is to verify a significant relationship between the variables used for the positioning, which is demonstrated with the adjusted R square. Despite this limitation, the study demonstrates that regression positioning is useful for airlines because it simplifies studies about their position, compared to competitors, from the perspective of customers who share their opinions on the Internet.
